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Junior Achievement:
Are you young, and energetic, and
something of an extrovert? Do you
enjoy working with other people
learning what makes them tick?
Would you like to meet more of the
businessmen and women in your
community who really count? And
would you like the chance, away from
the office, to practice some of the arts of
adviser and manager?
If your answer is "Yes" to the first two
questions, there's hardly a better way to
answer the second two than to become
a volunteer adviser in Junior
Achievement Staff members in Haskins
& Sells offices from coast to coast have
been taking part in JA activity for some
years now, and the word seems to be
that for the right kind of person it has
been highly rewarding.
"A feeling of personal satisfaction is the
greatest benefit I have received from
Junior Achievement work;' according to
Steve Urry, Orange County principal,
who has served for several years as a JA
adviser, as well as a coordinator of
advisers i n the Los Angeles area.
Those who know Junior Achievement
need no introduction to it. But for those
who have not taken part, a quick
overview of JA organization may be
useful:
Junior Achievement Inc. is a teen-age
business education organization in
which high school students organize
into groups to operate businesses from
capitalization to liquidation. The life of
each of these miniature companies is
limited to an eight-month period,
corresponding to the normal school
year. Almost all Achievers, as the

members of J A companies are termed,
are high school sophomores, juniors or
seniors. The companies make a product
or provide a service, sell it, and end up
the year with a profit or a loss.
The companies are formed at the start
of the school year in September
Achievers are recruited to a great
extent through announcements in the
schools, where Achievers from previous
years help stir up interest and answer
queries about the program. There is also
publicity through business organ izations
whose executives are active in
sponsoring JA in their city, from the JA
center in those cities that have a
headquarters building, and through
cooperating newspapers and radio
stations.
As the JA headquarters in New York City
frankly states: "The key to the success of
JA companies (7,200 this past year) are
advisers from business and the
professions—people who volunteer one
evening each week guiding Achievers
in their particular area of experience. In
the 1972-73 school year, 23,600
volunteer advisers worked with
Achievers, spending about two hours
weekly in on-the-spot counseling, and
an estimated three hours a week for
travel time and preparation. Usually,
three advisers work with one company
of 20 to 25 Achievers, This permits the
advisers to rotate their weekly evenings
with the youngsters, if they wish. As
people in H&S know, such flexibility in
advisers' dates is especially important
for public accountants during the
January-April busy season.
Behind the adult advisers stands a
strong national and regional JA

organization. After a slow start in the
pre-World War II days, JA has grown
rapidly in the past few years. Recently
an increasing number of large national
organizations like H&S have taken an
interest in JA and helped get action
going in new places. From about a
dozen cities where there was JA
activity in 1946, there are now 1,000
communities in the United States with
active JA programs Nearly three-fourths
of them have JA business centers, or
activity buildings, with meeting rooms,
shops, tools, storage space and other
facilities. More than 170,000 Achievers
were enrolled in the past school year.
Recently JA has spread outside this
country to a dozen cities in Canada,
Latin America, Western Europe and even
to Hong Kong.
Corporate sponsorship has been most
important to Junior Achievement, and
H&S sponsors the programs in a number
of cities. The professional staff of JA is
headed by President Richard Maxwell
and Executive Vice President Joseph J.
Francomano, operating from the
national headquarters in New York City.
Policy guidance and financial support
come from a national board of directors,
which during the past year was chaired
by W M. Elmer, chairman and chief
executive officer of the Texas Gas
Transmission Corporation. Officers of
H&S client companies who have served
on the JA board recently include
H.Harold Bible of Monsanto Company,
Henry Z. Carter of Avondale Shipyards
in New Orleans, and Donald E.
Garretson of 3M Company. Other client
officials who have taken an active part in
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JA in the past include Charles R. Hook,
president and chairman of Armco Steel,
and Neil J. McElroy, president and
chairman of Procter & Gamble.
Aside from the national board, JA
direction and assistance come also from
the local and regional levels. The JA
professional staff organizes groups of
corporate and professional leaders in
each city where there is interest in its
work, and this group takes much of the
responsibility for raising funds to support
the program, promotion,finding advisers
for the JA companies, and reaching
school officials to spread the word. They
also sponsor trade fairs at the end of the
year at which the companies display
their products and their business results
—in terms of financial statements—and
compete for company and individual
awards.
Before JA companies organize in
September advisers enter training
sessions held under a local Junior
Achievement executive director and
receive a variety of guidelines as well
as a manual written for their specific
role in JA. When Junior Achievement
companies get started in September,
the adult advisers try to see that a
nucleus of Achievers from the previous
school year are in on the formation of a
company. The experience of these "old
timers" helps to stabilize the group,
of which the majority are new, to give
it a sense of direction and keep it on the
track. Very often one of the veteran
Achievers is the take-charge type who
emerges as president of the company.
Election of officers takes place early
in the school year, so that the company
has a structure, and a role is assigned
to each member.

Bob Wiikins, Executive Office principal
who took part in JA some years ago in
Cincinnati, told H&S Reports:
"It is important to plan in advance, and
to get together in the summer with other
advisers to prepare for the school year.
You can even discuss what kind of
product the companies you advise might
make.This doesn't mean imposing your
ideas on them. But you can guide them
with a light hand, by showing them what
the characteristics of a good product
are. Of course, the Achievers must make
the decisions. But preparation can save
the company from wasting a lot of time
in September and October, because if
makes you a more effective adviser"
Bob has an almost endless string of
stories of his experiences with products
made by JA companies—some good,
some "bombs," as he calls those that
did not turn out too well. Bob's
experience goes alI the way back to his
high school days when he was an
Achiever in Cincinnati.
"I remember one year when I was an
Achiever we tried to manufacture and
sell a transmitter." Bob laughs at the
memory: "The product was too complex,
the parts cost too much, the process
of soldering the parts was t o o
complicated and slow, so the kids didn't
get enough products finished to sell by
Christmas time." On another occasion,
when he was JA coordinator in the
Cincinnati H&S office, Bob remembers
a plan to make a special kind of yo-yo,
cutting out the wooden part with a
circle saw;

"The Achievers thought it would be
simple, until they found it had to balance
just right, or it wouldn't work. Then they
Right here at the start is one point where found that if the center spindle wasn't
just right it would heat the string by
the new volunteer adviser, whether an
friction as it was spinning on the loop
H&S staff accountant or anyone else,
and would burn it through. But the
can take a tip from a veteran adviser.

Achievers finally got out of this one.
They transformed the yo-yo into a
keychain ornament and sold it for a
dollar to kids at school to use with their
locker keys" Another product that did
well in Cincinnati was a desk-top letter
holder in the shape of a cat, made with
a coiled spring tied together on the
lower side to resemble the arch of the
cat's back.
Electing officers, choosing the product
and a company name are among the
first steps. Also, early in the game is
the matter of raising capital.
JA companies issue stock, usually at
$1 a share, to which the Achievers
subscribe and which they sell to parents
and friends. A typical company might
issue $100 to $150 worth of stock. In
this process the advisers are active as
instructors, showing the company
treasurer and the other members
assisting the treasurer how a miniature
company's records should be kept. The
JA national headquarters supplies a
guidance manual which the Achievers
follow, but they also call on the adviser
regularly to show them how to make
entries in the company books. This
includes the stock data, purchase of
materials, payment of rent (at a token
rate) for use of the JA center room and
tools, wages for members on production
work(25¢ an hour), salaries (slightly
higher) for company officers, and any
other expenses. If all goes well, the
company is ready to market some of its
products by early November, with an
eye on the Christmas trade.
In Junior Achievement, just about
everyone eventually becomes a
salesman. Some will start out to sell
the company product door-to-door on
JA meeting nights, while other members
are in the shop turning out production,
and the treasurer is working on the
records. Members take the products to
school for sale, or sell them to their

parents, or in their own neighborhoods
on Saturdays. When production runs
ahead of sales, as it should, the company
will pull some Achievers off production
and into sales. Ideally, everyone follows
the reports of production, sales and
expenses, and through this they all
learn the value of time, of skill, of
buying materials wholesale, and of
shifting their manpower to the place
where it is needed. By taking part in
their own business enterprise,
Achievers get a realistic picture
of the way a business operates.
One of the primary benefits the
Achievers gain through their experience
is "a sense of level-headedness," a JA
spokesman told H&S Reports. They
learn that to make a business enterprise
succeed you must raise capital, choose
the right product, work hard and well
at production, and be effective in
selling. They also learn something about
decision-making. Or call it the art of
management, at a level appropriate to
the Achievers' age and education.
The advisers, likewise, have a
splendid opportunity to learn from the
Achievers, as well as to teach and to
guide them. Much of what advisers can
learn is in the art of human relations.
Experienced advisers agree that it is
most important to take a fairly strong
hand in the early stages of a company's
life so as to get it moving. But it is also
vital that the adviser learn to sit in the
background, even though this is difficult
for t h e perfectionist, just as soon as the
Achievers are proceeding under their
own steam. Noel Pinkley of Cincinnati
comments:
"The first-year adviser will generally be
amazed at the adaptiveness and
perception of the Achievers once they
get started.This leads into my only
words of advice for first-year advisers:
permit the Achievers to take the

responsibility and do the work
themselves right from the beginning.
The company, and the responsibility
for its success or failure, belong
primarily t o the Achievers. Once that
becomes clear, you would be surprised
at how well the Achievers govern
themselves."
There are moments, some of them
humorous, when the advisers need to
step in quickly. Noel recounts one such
incident:
"At our first board meeting, while the
newly elected president was outlining
the forthcoming year for the group,
the equally new treasurer was hastily
completing her first set of financial
statements. The instructions for the
profit and loss statement indicated that
if the company operates at a deficit
during the period to circle the bottom
figure t o indicate a net loss, which we
had, so she did.
"She immediately handed the president
the statement. He coolly viewed it for
about ten seconds, and then proudly
announced to the board that the
company had done so well that we
earned a red circle around our net
income figure! Needless to say, we had
a small adjournment, gave the president
his first lesson in operating 'in the red'
versus 'in the black'—and then
proceeded with the meeting"
About 85% of JA companies engage in
manufacturing and selling a product,
or products. Some of them shift products
after Christmas, making one item, such
as Christmas candles or decorations
from September until December, and
following with another product
from January to May. The nonmanufacturing companies provide

services, among them auditing and
banking for other JA companies, radio
programs, newspaper copy, and others.
Although there is a tendency for some
local JA organizations to steer advisers
from CPA firms into auditing and
banking companies, the mainstream of
Junior Achievement is in the
manufacturing companies. It is here
that volunteers from H&S are likely
to find the most rewarding experiences
in dealing with younger people. As they
advise, they learn how to offer guidance
without being high-handed in doing it.
And they can observe the group
dynamics among inexperienced
teen-agers who have come together
voluntarily, ostensibly for a common
purpose.They can draw lessons
from a year or two of service as JA
adviser, during which they become
aware of the differences in ability
and in psychological make-up of their
own group of Achievers—differences
which hold true among older people,
and in other circumstances.
Another ad vantage to the adviser lies
in the opportunity to become acquainted
with people in the business community
who are active in the sponsorship of JA.
On one level, this means an opportunity
to Iinger with fellow advisers for some
talk over a coffee, or beer, after 9 p.m.
when the Achievers have gone home. It
also involves contact with sponsors
and area board members of JA at a
year-end competition, or trade fair, held
among the companies, or at an annual
dinner bringing together all the adults
who gave support to the JA program in
that city. Frequently, J A advisers are
the type who go up the ladder fast in
the companies where they are employed.
Among the heads of major companies
who were advisers not long ago are:
William K. Hood, president of
Hunt-Wesson Foods; Victor A. Bonomo,
president of Pepsi-Cola Company; and
Ren McPherson, chairman of Dana
Corporation.

Some pretty impressive young men and
women are alumni of Junior
Achievement. William G. Flynn, for
instance, was elected mayor of
Fitchburg, Massachusetts, at age 25,
just a few short years after he had been
sales manager and executive officer in
his JA firms. "Junior Achievement
introduced me to many successful
business leaders in Fitchburgr says
Flynn, "I was able to see firsthand how
they did business, and this helped me
evaluate the formulas for success. I
cannot say enough good about the JA
program. Where else can a young
person get to know himself and the
world in which he must compete so
quickly?" The JA files are full of
similar testimonials from former
Achievers who credit the organization
with having helped them develop their
capacities to think, work and manage.
Advisers from H&S practice offices
have reported an almost infinite variety
of products manufactured and sold by
their Achievers—some of them inspired
by suggestion through JA channels,
others dreamed up by budding inventors
and gadgeteers on the spot. The fine art
in advising enthusiastic youngsters
early in the product-selection stage
lies in making them aware of the factors
involved which call for good judgment.
One proposed product might excite the
group's interest, until they see that the
parts cost too much to permit its sale for
a reasonable price. Another might not
cost much, but might not interest
prospective buyers, either. A third might
be right as regards materials cost and
sales potential—but might take so long
or be so difficult to manufacture that
the line would never be ready by
Christmas. And so it goes. Each year
the youngsters and advisers search
anew for the perfect product—the one
that "has everything."

lately has been colored Christmas
candles. This past year companies
advised by H&S staff accountants in
Cincinnati, Los Angeles and Miami,
among others, produced decorative
candles molded in various forms (lions,
owls, snowmen, skulls, tombstones,
frogs, mice, cheesehouses, etc.). The
value of the product was emphasized
when a Miami staffman shaved for work
during a local power failure using a
JA candle for light. Los Angeles
advisees, whose companies this past
year were named "People of Tomorrow"
and "Youthco," produced terrariums
and fire extinguishers respectively,
after the Christmas candle season
was over.
Tom Schleisman of the Omaha office
reports on what he calls "a subsidiary
company called Hasko."This JA
company was advised in 1971-72 by six
Omaha staff members, and turned out
three products: fluffy, doll-like
decorations called Obleos, walnut
pencil holders, and "our best p r o d u c t ceramic football banks. These banks
were, of course, in a red hue and
loudly proclaimed support for Nebraska's
Big Red football team." The annual
report from Hasko, which closely
resembled a real H&S "blueback," was a
masterpiece of thoroughness and could
serve as a model annual report for many
a small business. The good news from
Hasko of Omaha:"... (we) enclose a
check to you for your original dollar
plus a 37 per cent dividend."

me
Fine
Art

of

the
Adviser
"Other factors that interfere with the
advisers' efficiency come in the form
of Monday night football, overtime work
in tax season, and irate wives and
children.
My advice to other staff people
interested in JA is to be willing to give
of yourself in time and energy and to
execute good planning. Junior
Achievement has been very rewarding
for me, I enjoy kids, I don't follow
pro football and I have an understanding
wife who never locks the door because
I'm late after an 'advisers business
meeting' following the regular
JA meeting!"
•

Sometimes the youngsters' attention
wanders away from business, as is
inevitable. To meet this situation,
Tom adds his own thoughts: "We have
incorporated a few unbusinesslike
methods such as a pizza party, early
dismissal, and rap sessions where
problems are discussed.

One line of products that passes these
tests and that has been very popular
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